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upcoming events

This year’s Main Event, MADA’s annual 
luncheon, will forecast the future of our 
industry, honor a legislator for service  just 
completed, and thank a reliable advisor for 
decades of strong work.

Industry analyst Glenn Mercer will present conclusions from his 
recently completed project, “The Dealership of Tomorrow.”  The 
extensive study, completed on behalf of NADA, takes an in-depth  
look at the next decade of the retail automotive business.  Well-
known and humorous in his presentation, Mercer looks at the future 
of the business from a dealer’s perspective.

In addition to Mercer’s 
presentation, MADA will honor 
Senator John Jasinski (GOP-
Faribault) as our “Legislator of 
the Year.”  Senator Jasinski was 
key to this year’s passage of the 
doc fee increase and is a strong 
ally to the retail motor vehicle 
business.

The Main Event will also mark the 
beginning of the long goodbye 
to MADA General Counsel Jim 
Schutjer. A 40-year employee of 
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A Texas federal court issued a final order late last 
month striking down the Obama administration’s 
salary rule for white collar exemptions under the 
Fair Labor Standards Act. The rule would have 
more than doubled the salary test required for the 
exemptions from $23,660 to $47,476 per year.  
Dealers may recall last fall - just days before the 
December 1, 2016 effective date - Texas Federal 
Judge Amos Mazzant issued a temporary order 
halting the implementation.

It would appear unlikely the Department of Labor 
will appeal last week’s order granting summary 
judgment to the State and Business Plaintiffs, 
which may result in the end to the Obama-era 
overtime rule. 

Employers now await the possibility of a new 
rule, almost certainly with a substantially lower 
minimum salary, following completion of the 
DOL’s recently published request for information.  
In the meantime, the minimum salary for a white 
collar exemption remains at $23,660.
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The U.S. Citizenship and Immigration Services 
(USCIS) released yet another version of the Form 
I-9 in July. The latest version includes minor 
revisions to the Instructions and the Lists of 
Acceptable Documents. 

Beginning September 18, 2017, employers must 
begin using the new version.  Employers can 
find a variety of documents on the USCIS’ Form 
I-9 website, including a new “smart version” that 
includes error-checking capabilities as well as the 
regular print version and associated instructions.

Legal News

Mandatory Use of New 
Immigration Form I-9

Legal News

White Collar Overtime 
Ruling Affirmed

MADA Services is pleased to 
welcome Alex Perkinson to our 
team.  Alex will be in charge of 

business card sales.  Alex is a graduate from 
Winona State University who joins us after 
working at Amazon’s Shakopee distribution 
center.

Services News

MADA Services 
Welcomes New 
Staff

the Association, Jim has spent his entire legal 
career answering questions and solving problems 
for Minnesota dealers.  Jim is retiring from MADA 
in a few months, and this will be dealers’ best 
opportunity to say thank you to their reliable 
counselor.

The Main Event is December 1 at the JW Marriott 
at the Mall of America.  Invitations will be out in 
October or go to www.mada.org for registration 
information.

Glenn Mercer Headlines... continued from cover

http://www.mada.org
http://www.mada.org


September 2017 / Page 3

Last month, GM sent all its dealers a 
bulletin mandating the use of a specific 

GM disclosure and customer acknowledgment 
form regarding third-party service contracts 
and the use of non-GM parts and accessories. 
Dealerships across the country raised concerns 
about this new mandate prompting both NADA 
and numerous state associations to get involved, 
including MADA.

The form has two parts: (1) If customers purchase 
a non-GM Service Contract, customers must sign 
a form acknowledging the third-party nature of 
the contract and that GM is not responsible for 
any claims under the contract. (2) Dealers must 
disclose all non-GM parts and accessories that 
are installed on new and used vehicles; these 
parts must be listed on the form and customers 
must sign and acknowledge both the existence of 
the non-GM parts and that the use of such parts 
may negatively affect the vehicle’s performance 
and safety and void the manufacturer’s warranty.

The most egregious part about this new mandate 
is that failure on the part of the dealership to get 
customers to sign this form could result in: a $500 
surcharge per incident; dealers being ineligible 
for additional GM opportunities; suspension 
from current or future sales incentive programs; 
or termination of the dealer’s sales and service 
agreement. 

Immediately following the release of the bulletin, 
concerns and complaints from dealers poured-
in. In addition to the oppressively harsh penalties 
for failing to comply, and the obvious attempt 
by GM to pad its parts sales through fear and 
intimidation, dealers had many logistical concerns 
such as: “How do we know if a trade we just took 
in has non-GM parts installed?” “What constitutes 
a GM part?” “Are certain fluids or tires a ‘GM 
part’ simply because it may also have a GM part 
number, and if so, do we need to disclose it under 
the new mandate?”

In response to these concerns, NADA, MADA, 
and several other state associations drafted 
letters directly to GM stating the logistical 
nightmare that this new policy creates, the unfair 
nature of the penalties for failure to comply, as 
well as the potential illegality of the mandates set-
forth in the bulletin.

GM responded to this outcry from dealers 
nationwide in a follow-up bulletin dated August 24. 
The response has loosened the prior mandate, at 
least somewhat. First, the original form which was 
cumbersome and difficult to apply was replaced 
with a simpler, more customer-friendly form. The 
old form and mandate required non-GM parts to 
be specifically listed whereas the new form does 
not. Second, GM will allow dealers to incorporate 
the language contained in their form into other 
dealer forms already used (i.e. buyer’s orders, 
purchase agreements, repair order, etc.), thereby 
eliminating the use of the separate GM form. 
Third, the new disclosure mandate does not apply 
retroactively to non-GM parts that may have been 
installed on used vehicles prior to being acquired 
by the dealers. Any repair or reconditioning done 
by the dealership after acquisition using non-GM 
part will still need to be disclosed.

As this newlsetter goes to print, there has not 
been any change from GM since the August 24 
bulletin. GM did respond directly to MADA’s letter, 
however, GM merely cited the most recent bulletin 
from August 24 as its official position to our 
continued concerns. According to GM, dealers 
have 90 days from September 1 to implement this 
mandate. MADA Services, Inc. will be working to 
provide dealers with form options that comply with 
the new GM mandate.

Contact MADA Associate General Counsel Dan 
Louismet with any questions. louismet@mada.org 
(651) 789-2948.

Legal News

GM’s New Disclosure Requirements
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The MADA family is very sad to 
note the untimely passing of Don 
Hilligoss, age 60.  Don passed 
unexpectedly on August 29 after 
a motorcycle accident near his 
home town of Cohasset.  He 

owned and operated four dealerships in Hibbing, 
Grand Rapids and Ely.  Don was MADA President 
in 2011 and was currently serving on both the 

MADA Services, Inc. and MADA Insurance 
Boards of Directors.  An avid runner and skier, 
Don ran dozens of marathons and Iron Man 
competitions.  He was also very involved in 
his community, and the outpouring of support 
overwhelmed the funeral home and church at 
his funeral.  Don was also very popular amongst 
his peers, and dozens of dealers from across 
Minnesota came to Hibbing to bid their farewell.

MADA News

In Memorium: Don Hilligoss 

On Monday, September 
11, the Minnesota House 
of Representatives 
Transportation Finance 

Committee gathered to hear from Driver and 
Vehicle Services (DVS), Deputy Registrars, 
MADA dealers, and the general public about the 
transition to MNLARS, the state’s new web-based 
motor vehicle titling and registration platform.

The hearing began with an overview from the 
agency, whose representatives admitted that the 
roll-out hasn’t gone as smoothly as planned but 
couldn’t offer any assurances of when MNLARS 
will function properly. Next, the Deputy Registrars 
shared their exasperation over the flaws in the 
system and inability to serve customers, including 
dealers. MADA lobbyist Amber Backhaus and 
members Mike Roeder of Sears Imported Autos 
and Kyle Allison of Luther Hopkins Honda 
then took the stand to weigh in on problems 
encountered since MNLARS went live on July 24, 
including delays in getting license plates, charging 

erroneous late fees, unavailability of duplicate 
titles, incorrect base values, and the overall lack 
of communication to dealers.

Legislators in attendance took note and asked a 
variety of questions about the prospects for fixing 
the problems, none of which the agency could 
answer with certainty.  Legislators also displayed 
great empathy for the businesses whose 
reputations are being hurt by the inability to 
satisfy customer expectations - and an interest in 
reimbursing those that have absorbed costs (from 
fees, overtime, etc…) related to the MNLARS 
transition.

After almost three hours of discussion and 
admonishments from several legislators, 
Department of Public Safety Commissioner Mona 
Dohman, who oversees DVS, offered the people 
of Minnesota and DVS stakeholders an apology, 
with a promise to do better. MADA dealerships, 
their employees and customers can only hope so.

Legislative News

House Committee Scrutinizes MNLARS Launch
Commissioner Apologizes for Botched Roll-Out
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Minnesota New Retail Car and Light Truck Registrations
Most Recent Two Months Year to date thru July* YTD Market Share

6/16 & 7/16 6/17 & 7/17* % change YTD '16 YTD '17 % change YTD '16 YTD '17 change
Industry Total 33,274 30,451 -8.5% 109,943 116,158 5.7%

Cars 9,821 7,790 -20.7% 32,672 30,370 -7.0% 29.7 26.1 -3.6
Light Trucks 23,453 22,661 -3.4% 77,271 85,788 11.0% 70.3 73.9 3.6

Japanese Brands 11,813 10,893 -7.8% 38,364 40,896 6.6% 34.9 35.2 0.3
Honda 3,253 3,102 -4.6% 10,158 11,192 10.2% 9.2 9.6 0.4
Nissan 1,516 1,423 -6.1% 5,218 6,012 15.2% 4.7 5.2 0.5
Toyota 4,195 3,946 -5.9% 13,923 13,930 0.1% 12.7 12.0 -0.7
Other 2,849 2,422 -15.0% 9,065 9,762 7.7% 8.2 8.4 0.2

Domestic Brands 17,603 16,058 -8.8% 58,623 61,719 5.3% 53.3 53.1 -0.2
FCA (excl. FIAT) 4,494 3,828 -14.8% 14,238 16,089 13.0% 13.0 13.9 0.9
Ford 5,407 5,245 -3.0% 18,735 19,282 2.9% 17.0 16.6 -0.4
General Motors 7,651 6,922 -9.5% 25,487 26,114 2.5% 23.2 22.5 -0.7
Other 51 63 23.5% 163 234 43.6% 0.1 0.2 0.1

European Brands 1,926 1,781 -7.5% 6,868 6,794 -1.1% 6.2 5.8 -0.4
BMW 434 276 -36.4% 1,780 1,337 -24.9% 1.6 1.2 -0.4
Mercedes 338 326 -3.6% 1,108 1,127 1.7% 1.0 1.0 0.0
Volkswagen 886 864 -2.5% 2,942 3,223 9.6% 2.7 2.8 0.1
Other 268 315 17.5% 1,038 1,107 6.6% 0.9 1.0 0.1

Korean Brands 1,932 1,719 -11.0% 6,088 6,749 10.9% 5.5 5.8 0.3
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Minnesota Auto Outlook
Covering the Minnesota automotive market Data thru July 2017

Released by:
Minnesota Automobile
Dealers Association

Data Information
All data represents new vehicle retail registrations in Minnesota and excludes fleet and wholesale transactions. Please keep in mind that monthly registration figures can occasionally 
be subject to fluctuations, resulting in over or under estimation of actual results. This usually occurs due to processing delays by governmental agencies. Note: reported registrations 
in the state during the first half of 2016 were relatively weak but increased significantly in the Third Quarter. For this reason, year-over-year increases during the first six months of 
this year will be relatively large, while declines are likely in the Third Quarter. Data Source: IHS Markit.

Percent Change in Three Month Moving Average of 
New Retail Registrations versus Same Period Year Earlier

The graph above provides a clear picture of the trending direction of the state market. It shows the year-over-
year percent change in the three month moving average of new retail light vehicle registrations. The three 
month moving average is less erratic than monthly registrations, which can fluctuate due to such factors as 
the timing of manufacturer incentive programs, weather and title processing delays by governmental agencies.
*Figures for July 2017 were estimated by Auto Outlook. Data Source: IHS Markit.

Percent Change in State and U.S. 
New Retail Light Vehicle Markets

YTD ‘17 thru July* vs. YTD ‘16

Brands included above: Domestic Brands: GM (Buick, Cadillac, Chevrolet, and GMC), Ford (Ford and Lincoln), Chrysler (Chrysler, Dodge, Jeep, and Ram). Japanese: Toyota (Toyota, 
Lexus, and Scion), Honda (Honda and Acura), Nissan (Nissan and Infiniti), Other (Mazda, Mitsubishi, and Subaru). European: VW (Audi, Bentley, Porsche, and Volkswagen), BMW 
(BMW, Rolls Royce, and MINI), MB (Mercedes Benz and smart), Other (Alfa Romeo, Aston Martin, Ferrari, Fiat, Jaguar, Land Rover, Lotus, Maserati, and Volvo). Korean: Hyundai and Kia.
*Figures for July 2017 were estimated by Auto Outlook. Data Source: IHS Markit.

The graph above compares the change in new retail car and light 
truck registrations in both the state and U.S. markets. *Figures for 
July, 2017 were estimated by Auto Outlook.
Data Source: IHS Markit.
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Minnesota
New Retail Light Vehicle Registrations

Registrations Market share

YTD '16

thru July

YTD '17

thru July* % change

YTD '16

thru July

YTD '17

thru July*

TOTAL 109,943 116,158 6%

Acura 697 682 -2% 0.6% 0.6%

Alfa Romeo 4 95 2275% 0.0% 0.1%

Audi 1,015 1,024 1% 0.9% 0.9%

BMW 1,522 1,143 -25% 1.4% 1.0%

Buick 2,050 2,348 15% 1.9% 2.0%

Cadillac 623 649 4% 0.6% 0.6%

Chevrolet 18,129 18,274 1% 16.5% 15.7%

Chrysler 1,877 2,312 23% 1.7% 2.0%

Dodge 2,783 2,898 4% 2.5% 2.5%

FIAT 110 110 0% 0.1% 0.1%

Ford 18,135 18,635 3% 16.5% 16.0%

Genesis 0 67 0.0% 0.1%

GMC 4,685 4,843 3% 4.3% 4.2%

Honda 9,461 10,510 11% 8.6% 9.0%

Hyundai 2,468 2,892 17% 2.2% 2.5%

Infiniti 337 432 28% 0.3% 0.4%

Jaguar 43 114 165% 0.0% 0.1%

Jeep 5,411 6,254 16% 4.9% 5.4%

Kia 3,620 3,790 5% 3.3% 3.3%

Land Rover 268 244 -9% 0.2% 0.2%

Lexus 1,375 1,215 -12% 1.3% 1.0%

Lincoln 600 647 8% 0.5% 0.6%

Maserati 31 40 29% 0.0% 0.0%

Mazda 2,296 2,595 13% 2.1% 2.2%

Mercedes 1,093 1,115 2% 1.0% 1.0%

MINI 257 193 -25% 0.2% 0.2%

Mitsubishi 1,081 1,071 -1% 1.0% 0.9%

Nissan 4,881 5,580 14% 4.4% 4.8%

Other 64 59 -8% 0.1% 0.1%

Porsche 180 209 16% 0.2% 0.2%

Ram 4,167 4,625 11% 3.8% 4.0%

Subaru 5,685 6,093 7% 5.2% 5.2%

Tesla 144 228 58% 0.1% 0.2%

Toyota 12,548 12,715 1% 11.4% 10.9%

Volkswagen 1,747 1,990 14% 1.6% 1.7%

Volvo 556 467 -16% 0.5% 0.4%
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Minnesota Auto Outlook Data thru July 2017

This report is sponsored by the Minnesota Automobile Dealers Association and pro-
duced by Auto Outlook (800-206-0102). Auto Outlook, Inc. is not responsible for 
management decisions based on the content of Minnesota Auto Outlook. Copyright 
Auto Outlook, August 2017.

Reproduction, including photocopying of this publication in whole or in part, is pro-
hibited without the express permission of Auto Outlook, Inc.  Any material quoted 
must be attributed to Minnesota Auto Outlook, published by Auto Outlook, Inc. on 
behalf of the Minnesota Automobile Dealers Association and must also include the 
statement: “Data Source: IHS Markit.”

State Market Share for Top 15 Selling Brands 
YTD ‘17 thru July* vs. YTD ‘16

Top ten ranked brands in each percent change category are shaded green.
*Figures for July 2017 were estimated by Auto Outlook.

Data Source: IHS Markit.

*Figures for July 2017 were estimated by Auto Outlook.

Data Source: IHS Markit.
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Endorsed Service & Vendors

MADA Services sells a wide variety of 
products directly to the dealers including 
business forms, clothing and promotional 
items.  For a full review of options,  contact 
your sales representative at 651-291-2400 
or go to www.mada.org

Check Guarantee/Credit Card Processing
 FIS / Certegy

Dealer Bond Program
 Ensure Agency

Disability Income Insurance & Section 125 
Cafeteria Plans
 American Fidelity Assurance

Employee Placement
 Hireology 

F&I Products
 Protective 

Fleet Fueling Program
 SuperAmerica

Group Health Insurance
 Blue Cross Blue Shield of MN
 Delta Dental
 ReliaStar Life

Hole-In-One Insurance 
 Hole-In-One-USA

Office Supplies
	 Innovative	Office	Solutions

Online Marketing Services
 Dealer 1-2-1
	 PureInfluencer
 Purple Cloud

OSHA, EPA & DOT Compliance/Training
 ComplyNet Corporation
Pre-Paid Legal, Jim Gavin 
 Identity Theft Shield &  
 Pre-Paid Legal Services  
Uniforms and Linen Services 
 AmeriPride Linen & Apparel 
 Services

Workers Compensation
 Ensure Agency

Member News 
MADA extends its sympathies to the family of Lee Lundgren, 
former owner/operator of Lundgren Motors in Eveleth. Lee 
passed away on August 5, 2017.  Lee was a past Chairman of the 
Northland Ford Dealers, served on the MADA Board of Directors, 
and was selected as Minnesota TMQDA in 1989.

FAQ
Q: In the wake of hurricanes Harvey and Irma, we’ve heard that 
more than 500,000 vehicles may have been flooded.  Some of 
them will no doubt end up in the wholesale markets.  What can we 
do to protect against fraud?

A: MADA suggests a combination of approaches.  Carefully 
inspect vehicles looking for the classic telltale flood signs: musty 
odor, carpet discoloration, foggy head and tail lights, dirt in unusual 
places, etc. 
Dealers may also check history reports from the National Motor 
Vehicle Title Information System (NMVTIS) which is a national 
clearinghouse of junk, salvage, flood and stolen vehicle data.  This 
is the same database that Minnesota Driver and Vehicle Services 
uses when processing title applications for vehicles with out-of-
state titles.  NMVTIS reports are available to dealers through 
various vendors including CARFAX and Experian.
Note that the NMVTIS database is not complete.  Forty three 
states report vehicle history to NMVTIS.  However seven states 
plus the District of Columbia do not.

This map represents state motor vehicle titling agencies’ level of compliance with NMVTIS. These state agencies have separate responsibilities 
and reporting requirements under the NMVTIS rules and regulations than do other reporting entities, such as, junk/salvage yards and insurance 
carriers. Per the NMVTIS rules and regulations, state compliance includes providing data to NMVTIS, making title inquiries, and paying user fees.

Currently, 
93% of 
the U.S. 

DMV data
is represented 
in the system*

35 States Participating−states that provide data 
                                                  and inquire into the system before issuing new titles
8 States Providing Data Only−states providing data but not making inquiries

8 States in Development (includes the District of Columbia)

State Motor Vehicle Administration Overall Compliance
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ADVOCACY • EXPERTISE • EDUCATION • COMMUNICATION
MADA NEWS • SEPTEMBER 2017

Yes, less traffic and fewer leads can lead to more sales and profitability and dealers across the country are 
beginning to see the benefits of this philosophy.  
Today, shoppers use the internet dramatically different than they did even just a couple of years ago. The 
increased accessibility of instantaneous information gives shoppers the answers to their questions before they 
even engage a dealership and the studies show it. Here’s what the data tells us:

• The average shopper physically visits less than 2 (1.4) dealerships before they make their purchase. 
• Shoppers visit every dealer website in their market during their shopping journey, regardless of paid 

search spend or not. 
• The dealer which succeeds in getting the shopper off-line and into the showroom first, has the greatest 

advantage over other dealers in the market. 
This reality has innovative dealers shifting their focus to identifying and working the ‘right leads’ to increase 
efficiency and close rates. They are using technology to identify the highly-engaged visitors and influencing 
them to visit their dealership instead of the competitors. They are leveraging the 2% Rule which states, “Any 
additional 2% in conversion rate of engaged visitors sells more cars than any 20% increase in quality traffic.”  
As a result, these dealers are selling more cars and being more profitable with less traffic to their website. 
Ron Morrison is the CEO of Pure Influencer, LLC that helps dealerships implement technologies and 
strategies both online and their showroom to help dealers create Frictionless Customer Experiences (FCX) 
that drive quality appointments and sell more cars. He can be reached at: ronmorrison@pureinfluencer.com

Article contributed by Ron Morrison, CEO of Pure Influencer, LLC

MADA Vendor Viewpoint
How less traffic and fewer leads can lead to more sales and profitability.

mailto:ronmorrison@pureinfluencer.com


Who should attend:
• Dealer Principals, Owners, General Managers, Business Managers, F&I Managers  

You will learn:
• Tax rates, local taxes, refunds, upfront tax for lighter vehicles, tax on payments for the 

heavier vehicles, moving from a lease to a purchase transaction and the corollary own to a 
lease.

• Insurance issues in non-standard transactions – the six-month rule for transferring 
insurance responsibility and the 28-day rule to determine a daily rental.  We’ll talk a little 
about residual liability for lessors as the titled owner of a vehicle.

• Rules for leasing vehicles by non-franchised dealers including the 120-day rule for a lessee 
to buy out a vehicle as “used.”

• Some special problems including cash back on trade equity.

Register online at: bit.ly/MADAleasinglaws

Questions? Contact Alice Morse at alice@mada.org or 651-789-2956

Leasing is more than just another way to finance a vehicle. It is a very different 
transaction than a vehicle sale. A different body of law and regulation applies. 
Insurance is different. Sales tax is different. Franchise issues are different. 
This two-hour seminar will overview the leasing laws including Federal Regulation M disclosures, 
advertising rules, fair credit reporting issues and other required “finance-like” disclosures. This 
seminar will provide an in-depth discussion on complex sales tax, insurance and franchise issues.

Laws of Leasing Seminar

Tuesday, October 17, 2017
9:30AM - 11:30AM 

MADA Headquarters
        Fee: $139, $129 for second or subsequent registrations for the same dealership

Presented by Jim Schutjer, MADA General Counsel  
and Dan Louismet, MADA Associate General Counsel

http://bit.ly/MADAleasinglaws
http://bit.ly/MADAleasinglaws
mailto:alice@mada.org


This training is focused on helping service advisors to improve 
sales skills and increase closing ratio, by lowering the clients’ 
natural sales resistance. 

You will learn:
• How to guide customers through buying decisions. 
• How to set the perfect service appointment. 
• The value of performing a vehicle walk-around with your 

customers.
• How to overcome customer objections.
• Opportunities and strategies to sell more service.

You will walk away with an actionable plan and skills that can be 
implemented in your position immediately. 
About your instructor:
Dan Hahn. Dan began his automotive career as a porter at 
a luxury dealership, while attending college for automotive 
technology. He spent 15 years as a technician and service advisor 
before transitioning to the role of service manager at several 
large size metro dealerships. At one of them he managed over 
forty technicians and fifteen advisors. On top of being a Certified 
Master Technician, Dan is also an accomplished trainer and 
public speaker. Today, he works for a performance improvement 
company and uses his experience to help dealerships across the 
country improve systems and processes to drive results. 
This seminar is a must for: Service Advisors, Service Managers, 
SPCC Members and anyone who works in the service 
department.

Space is limited

REGISTER  
TODAY!

SERVICE ADVISOR BASICS

Wednesday, October 18th 
10:00am-2:00pm
MADA Headquarters
200 Lothenbach Avenue
West St. Paul, MN 55118

Registration Fee $179, 
$169 for second or subsequent 
registrations from the same 
dealership or group. 
SPCC Members- 
Complimentary
*Lunch Provided*

For more information,  
please contact  
Alice Morse at  

651-789-2956 or  
email alice@mada.org

Service Advisor Basics

SPCC 
SHOP TALK

Oct. 18

LEARN MORE ABOUT THE BENEFITS OF SPCC MEMBERSHIP

http://bit.ly/MADAservicebasics
http://bit.ly/MADAservicebasics
http://bit.ly/MADAservicebasics
mailto:alice@mada.org

